MISSOURI ARCHITECT 


NOVEMBER 1960 


Volume 8 THE MISSOURI ARCHITECT Number 4 


Published quarterly as tbe official organ of the Missouri Association of 
Registered Architects, 210 Monroe Street, Jefferson City, Missouri 
Subscription Rate: $1.50 per year to members. 


JOHN D. SWEENEY, Editor. „ «eee eene 3163 So. Grand Ave., St. Louis 18, Мо, 
Missouri Association of Registered Architects 
YEAR BEGINNING MAY 1, 1960 


OFFICERS 
President JOHN M. HEWITT 
Vice- President: DAVID W. PEARCE 
Secretary: DAVID M. BREY 
Treasurer: GENE ENGLEHART 
DIRECTORS 
ROLAND BOCKHORST FRANK B. GRIMALDI 
DAVE P. CLARK EDWARD J. THIAS 
FRED E. DORMEYER MAXWELL T. SANDFORD 
LINNELL B. ELAM ERNEST P. WARD 
COUNSEL 


SENATOR A.L. McCAWLEY 


EXECUTIVE DIRECTOR 


PAUL N. DOLL. P. E. 


ІШІМ! ІМ 


April 30,1961 


Muchlebach Hotel 


Kansas City, Missouri 


EDITORIAL 


A recent event in eastern Missouri has disturbed the profession 
profoundly. 


Once again we are witness to a “‘package deal" including every- 
thing from architectural services to pens on the desk, and in o field 
thought to be "reserved" for us. 


Whenever a huckster corporation "'steals" a choice commission, the 
profession goes through a routine of head shaking, verbose utterances, 
and gnashing of the teeth, all to no avail. 


Before proceeding further, let us consider the following: The atti- 
tude of the Masonry Industry toward curtain walls; the pahrmacist to- 
ward drug items on the grocer's shelf; the Lumber Industry toward 
“пем materials"; the Railroads toward autos; the Plastering Industry 
toward ‘‘dry wall”. 


The above is only to note, that others likewise face a "changing 
world" and some of us could not care less. Why then should we be- 
lieve ourselves immune from the creeping inroads of package deals 
which seem to slap us in the face with increasing severity? 


What kind of "Status" do Architects in Missouri have, when leaders 
in Banking, Industry, Religion, and elsewhere become ever more enam- 
ored of ‘‘Building Packages’’, offered so enticingly by hucksters? Per- 


haps a little ‘‘soul-searching’’ is in order, with a critical look at: 


The belief held by some that a good knowledge of cost is incompat- 
ible with good design. 


The reluctance to ‘‘guarantee cost”. 


An all tco common attitude of condescension toward contractors and 
vednors. 


Reliance upon the Registration Law to eliminote our frustrations. 


(CON'T ON NEXT PAGE) 
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(CONTINUED FROM PREVIOUS PAGE) 


Reliance upon ‘‘Public Relations" at the national level only. 


Paid “P.R.” activities of some individual firms which tend to 
' color" the truth, and develop animosities within the profession. 


Our failure to lead, though we occupy o position of leadership. 


Our failure to realize that, though the huckster needs us, we don't 
need him. 


After we use up EIGHT years of our lives and considerable money 
to become Architects, should we sit idly by and watch more and more 
jobs go by default to a class of glib hucksters, motivated Бу profit 
alone, who give lip service to platitudinous "ethics" and for whom 
there exists no educational requirements? 


Think about it, then let us act - together. 


ck ck ck oc oo Ж 


MATTER OF DESIGN 


“Тһе designer sets the pace for the entire job from beginning to end. 
9 f g g 

It is essential that the designer give more attention to the erector's 

problems if we are to hove efficient erection of metal curtain walls and 

avoid future problems.” 


Norman F. Collier, President 
F.H. Sparks Company, Inc. 
New York 


SENMUT SAY 


Life is a strange thing - rarely appreciated by those who live it, and 
never valued so much, as by those about to depart it. 


You can learn something from your enemies os well as your friends. 
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EXPERIENCES WITH ARCHITECTS - 
IN CONNECTION WITH THE PUBLIC WORKS 
PROGRAM OF THE CITY OF ST.LOUIS 


After the passage of the 1944 Bond Issue, it became evident that the 
City would be unable to prepare plans and specifications for most of 
the Major Projects, as it was impossible to secure sufficient technical 
employees to carry out the work. 


The policy of employing consultants for the preparation of plans and 
specifications was therefore adopted and continued for the 1955 bond 
issue, although the City continued to supervise construction on most 
of the projects. 


In order to set up procedures, the following steps were taken: 


1. Committees from the local chapter of the American Institute of 
Architects and the joint Council of the Associated Engineering Soc- 
ieties met with representatives of the City and prepared a form of 
‘Professional Service Agreement’ for use in employing consulting 
architects and engineers. 


2. Committees fromthe same organizations prepared lists of ap- 
proved Architectural and Engineering firms with data and recommen- 
dations concerning the type of projects each firm was best qualified 
to execute. 


3. Our office prepared basic specifications in standard form for use 
by consultants and set out requirements for the preparation of plans. 


4. We also prepared schedules of proposed fees based on standards 
of National Societies. 


Exceedingly cordial relations existed between the various parties 
during the preparation of the above data and forms, and as a result, 
little difficulty was experienced in negotiating agreements with various 
consultants, and in agreeing on the proper fee for their services. 


(CON'T ON NEXT PAGE) 
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The only comment | would like to make is that the Architect who 
does public work for the first itme, would do well to realize that since 
public work is open to any contractor, it is vitally important to hove no 
ambiguities on plan or specification. Shrewd operators always figure 
with an eye for multiple interpretations, which open the way for extras. 
This advice, of course, applies equally well to Engineers. 


In conclusion, | wish to state that relations with architectural con- 
sultants were always pleasant and | like to feel that my handling of 
various matters has earned me the respect and friendship of the various 
consultants, and look back on our associations with pleasure, now that 
| have retired from active practice. 


Walter R. Crecelius 
Former Chief Engineer 
Division of Bridges and 
Buildings. 


NEWS ITEM 


On February 6, Raphael Soifer, a seventeen-year old freshman, 
(М.1.Т.) made the world’s first TWO-WAY RADIO COMMUNICATION via 
an artificial satellite, Explorer VII or Sputnik ІІІ, (they were passing 
one antoher at the time). At the other end was a fellow amateur in 
Maryland, also seventeen. Said Raphael, ‘‘This is one area where we 
teen-agers have as many advantages as older people. After all, it all 
started less than four years адо.” Given wide publicity, Raphael him- 
self was not impressed. Interviewed by the Tech reporter, he said,‘‘It 
was mostly just a lot of preparation and correlation. To me, it seemed 
like a fairly simple plug-in operation." Не has turned down several TV 
panel offers - “Мо dignity." 


CROSSROADS 


The profession is at a Crossroads in the considered opinion of the 
"Committee on the Profession’’ of the American Institute of Archi- 
tects. This particular committee has rendered a report which should be 
read and studied by all concerned. One portion of thot report follows. 
All those who practice the profession would do well to read it carefully. 
The original article is in the AIA Journal, June 1960 issue. 
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WHAT DOES SOCIETY EXPECT OF THE ARCHITECT TODAY? 


a Asa Businessman: 

Under our democratic system, society assumes 
that business is profitable, advertising is truthful, 
merchandise is guaranteed, and prices are fair and 
competitive. Society likes to think that the com- 
petition created by such a system makes the 
system "self-policing." 

Since society is realistic, however, it also feels 
the need for pure food and drug acts, a Bureau of 
Standards, anti-monopoly legislation, Chambers 
of Commerce, and Better Business Bureaus. So- 
ciety "believes" but doesn't quite “trust” business. 

Society, by and large, has very little individual 
contact with any profession other than the 
medical. 

Society, by and large, looks at us first as busi- 
nessmen—its first judgment of us is by the same 
standards it uses to judge the merchant; this 
judgment will not be changed by insistent denials 
on our parts. We are in large part businessmen 
and the image of us in such a role leaves much 
to be desired. 

If we think of architecture as being the result 
of some kind of maneuvering of “needs,” “land,” 
“money,” and “know-how,” the pattern of prac- 
tice whereby the client comes to the architect with 
“needs, money, and land” seeking “know-how” 
and making of the architect an “agent” for the 
manipulation of these factors into a building, we 
have the historic pattern of practice which has 
existed in this country since the restoration period 
following the Civil War and the inception of The 
American Institute of Architects. 

It is to such a pattern that our existing concepts 
of practice, our ethical code, our documents, and 
our operational procedures are directed. 


The Accepted Pattern: 
MONEY | NEEDS <] LAND 


V 
CLIENT 
V 


ARCHITECT 
as agent 


V 


BUILDER 
as contractor 


V 
BUILDING 
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Our ethical code is based on the code of the 
"English gentlemen" which comfortably and con- 
veniently adapts itself to the legal concept of 
"agency" whereby the architect becomes the 
client's alter ego in an area in which the client is 
neither trained nor experienced and, thus, the 
architect becomes bound to the client and his 
interests. 

In today's society, a client with "needs, money, 
and land" is the exception, generally, rather than 
the rule, and the architect is asked and expected 
to become involved with the financing of projects 
and the temptation to team up with the banker is 
very real, as in: 


Alternate Pattern A: 
NEEDS <1 LAND 
V 
CLIENT 
V 


MONEY |> BANKER & ARCHITECT 
legal status? 


V 


BUILDER 
as contractor 


V 


BUILDING 


Or to become involved with the promotion and 
development of land for buildings and the tempta- 
tion to team up with the realtor is very real, as in: 


Alternate Pattern B: 
MONEY (> NEEDS 
V 
CLIENT 
V 


ARCHITECT & REALTOR 
legal status? 


< LAND 


V 


BUILDER 
as contractor 


V 
BUILDING 


Or with both as in: Alternate Pattern C: 
NEEDS 


V 
CLIENT 
V 


BANKER & ARCHITECT & REALTOR 
legal status? 


MONEY р < LAND 


V 


BUILDER 
as contractor 


V 
BUILDING 


So long as "agency" exists between architect 
and client, we fear none of these patterns, except 
the fear of our own lack of knowledge of them. 
Тһе profession тау proceed under the same 
"agency" concepts and with the same ethical 
code. We are not captive. 

Professionally, we are less than knowledgeable 
in some of these “new” areas; our pattern of prac- 


tice does not now admit them as a function of 
the architect; our documents do not embrace them, 
nor does our free structure provide for their costs. 

But we could do them—many offices already 
do. 

The pattern of the package deal, as it en- 
croaches on the professional architect's practice, 
looks like this: 


The Pattern of The Package Dealer: 
NEEDS 
V 
CLIENT 
By purchase or rental 
at a fixed price 
V 
MERCHANT BUILDER 
V 
REALTOR < LAND 


MONEY [» BANKER 


V 
DESIGNER 


V 
BUILDING 


The promotor, the designer, the banker, the 
realtor, and the builder in this concept are organ- 
ized as a team of “merchants” to sell a product— 
as a partüership, a joint venture, or as a corpora- 
tion with "profits" as the reward. 

The appeal of such "merchandising" to the 
public lies in its convenience. It is convenient. 


It is salable. It is available. It has a "guaran- 
teed" price. 

It would appear, then, that the problem of the 
profession lies in either fighting, condemning and 
combating such package deal services; becoming 
а package dealer; or adapting and modifying its 
professional conduct to provide something as good 
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as, or something better than, the package deal. 

In determining how the architect’s practice 
should be oriented to meet this basic business 
challenge, we are immediately confronted with 
our own ethical code and our concept of “agency.” 

It is difficult for us to conceive of ethical con- 
duct on the part of the architect where agency 
does not exist and profit is the only motive. 

This agency concept seems to be the root of 
professionalism and the hallmark of the practice 
of medicine and of law. 

The practice of architecture in many countries, 
however, is not based on "agency." Witness 
Mexico and other Latin-American countries; 
Europe; and the Scandinavian countries. It can- 
not be said that the architectural profession is 
without ethics or that its ethical conduct is less- 
ened by the legal arrangements under which the 
architect operates in those countries. 

The clarity of the legal aspects of this agency 
concept and the ease with which the ethical code 
can be policed under it is a very real advantage 
to the profession, but it has little or no meaning 
to the public at large. 


The New Look: 


Almost every business enterprise, whether it 
be manufacturing, merchandising or trade, makes 
a great "to-do" about ethics and the market is 
flooded with warranties, guaranties, and state- 
ments of righteousness backed by replacement of 
merchandise, bonds, or money-back guarantees. 

In the eyes of the courts, the normal fixing of 
responsibility long associated with "agency," per 
se, is changing to the extent that the particular 
kind of agency existing between architect and 
client and the consequences of the acts done by 
the architect as "agent" of the client in designing 
a project, in supervising its construction, and in 
inspecting the work of the contractors, tends to 
fall upon the architect and not on the client. 

The courts have even held in recent decisions 
that the architect is responsible for the safety of 
the workmen when using a particular methodology 
specified by the architect, or for the malfunction 
of equipment specified by the architect. There are 
also court cases attaching the responsibility for 
the quality of the completed building to the archi- 
tect even when it is the result of the acts of the 
contractor. 


V 


CLIENT 


V 


ARCHITECT 
as agent 


V 


negotiation or purchase 


V 


MONEY BANKER 
as merchant 


V V 


REALTOR LAND 
as merchant 


bi d 
negotiation 


or 


purchase 


V 


Vendors 


N 


Trade-Contractor 


V V 


L & M Force Acct. 
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Agency, however, is completely defensible as а 
method of operation and as a policeable device 
on which to hang an ethical code. It is a tried 
and true way of life for the architect. 

The abandonment of the agency concept would, 
in our opinion, be wrong and very unpalatable to 
the profession. It has been with us too long and 
it is too basic to our concepts of professionalism. 

By retaining the concept of agency but re- 
examining our ethical code, our methods of opera- 
tion, and our concepts of practice, we may be 
able to produce something the public has learned 
to expect that is as good as or better than the 
package deal. This approach seems to be the best 
solution to this dilemma. 

It might mean that the architect must accept 
as his fellow teammates, the banker and the 
realtor and, perhaps, even the builder. 

The architect would remain the agent of the 
owner but by mutual consent, he would be free 
to negotiate with and to "package" the services 
of these various specialists in the owner's interest, 
The pattern of such a practice would actually be 
nothing but an expansion of that which now exists. 
The architect has, as a part of his team, the 
structural engineer, the mechanical engineer, the 
electrical engineer, the acoustical expert, the soil 
consultant, and so forth. He either absorbs their 
fees into his own fee, but at a higher rate, or 
asks the owner to pay for them directly. When 
he absorbs these fees into his own, he is, literally, 
creating “а package." 

The architect may even have to become the 
agent of the promoter, the banker, or the realtor. 
They would then become the "client." Less and 
less frequently in today's society is the “occupier” 
of a building the "owner." 

The pattern of practice, then, might assume a 
new look as shown on the bottom half of page 121. 

We have now maintained the architect's profes- 
sional status, but permitted him to negotiate with 
the banker and the realtor as the agent of the 
client. We have also freed him to purchase, 
negotiate, or accept bids from a general contractor 
or from vendors and trade contractors, or to 
build by force account—all as agent of the client. 

We believe that all these things are possible 
under an agency concept and our ethical code 
so long as all transactions are done as "agent" 
for the "client" for a pre-arranged fee and there 
is no additional profit motive involved. 

The architect has been and will be, more and 
more, asked by his client to name an estimate of 
cost and even to guarantee it. A "guarantee" is 
quite a departure from the legal concept of 
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agency since the cost depends оп the labors and 
services of many people and on the fluctuations 
of the market for supply. 

Although the architect is in touch with all of 
these factors involved in the "fixed price," we are 
all of us reluctant to accept such responsibility. 

This committee believes, however, that the 
architect must be in position to guarantee his esti- 
mates if he is to be truly competitive with the 
package dealer. 

We believe that he can guarantee, in the sense 
that he agrees by his contractual relationship with 
the owner to revise his contract documents, to 
re-design, to re-study finish schedules, and/or to 
negotiate costs "free of charge" should the actual 
costs vary by more than a prearranged percentage 
of the architect's estimate. 

Many offices already do this. Many offices are 
already forced to do it by their governmental and 
corporate clients. 

This guaranteed price, promoted by aggressive 
and skillful salesmanship, is the only real ad- 
vantage the package dealer has over the architect 
in the competition for services. 

Let us not be deluded into thinking that it is 
not exploited to the fullest in his "sales pitch." 


b Asa Professional: 

Society's opinion of the architect as a profes- 
sional is currently very high, if we are to believe 
the Chicago Tribune research on the subject. 
This analysis places the architect at the very top 
of the professions in terms of status. 

Such a position is embarrassingly pleasant for 
the profession and one which we would like to 
keep and to enjoy. 

We feel that this "image" should be viewed 
by the profession only as a picture of what we 
might be and that serious and concerted efforts 
should be made toward truly attaining it. 

The image connotes that we are expert, that 
we have real and workable knowledge of every 
technical advance, and that we are actively en- 
gaged in research, in investigation, and in self- 
education—that we are the “Master Builders." 

But is it the truth? As a profession, are we 
keeping abreast of technology? Have we an ade- 
quate research program? Are we interested in 
furthering our own skills? Have we an organized 
system of post-graduate education? 


CONCLUSION 


The profession must realistically face the so- 
ciety it serves and adjust the extent of its profes- 
sional services, the methods of its business 
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operations, and the direction and force of its 
leadership to meet society's needs and expecta- 
tions. 

The architect must again assume the role of 
the master builder. To do this, we must investi- 
gate the changes in and/or extensions of our 
ethical code and standards of practice to permit 
such an expanded concept of professional prac- 
tice and business procedures—keeping in mind the 
problems of both the small and large offices and 
the fact that full choice of the extent of the serv- 
ices offered must remain with the office itself. 
We must re-study our existing documents for 
necessary revision, and prepare additional ones to 
meet these concepts of expanded services, estimate 
guarantees, etc. We must investigate the costs of 
rendering such added services and work out an 
additive fee structure to cover the added service 
which will insure adequate compensation to the 
architect. We should prepare and publish a 
comprehensive bibliography and out"3e of ma- 


SENMUT SAY 


If knowledge of Architecture were 
Architecture, life would be smoother. 


SENMUT SAY 


terials pertinent to the proposed added services 
and, as soon as reasonably possible, prepare a 
series of short study courses and seminar materials 
suitable to the Architect-in-Training program and 
to the post-graduate use of the profession. We 
should study the problem of building cost esti- 
mating by state, regional, and geographic trade 
regions on the basis of a method of preliminary 
estimating for various building types and struc- 
tural systems, and on the basis of a reliable system 
for final pre-bid estimates as a quantitative analysis 
so that cost factors can constantly be kept up-to- 
date and made available. 

We should have legal counsel make a study 
of the "agency" concept regarding the legal obli- 
gations and responsibilities of the architect under 
it to the end that the architect will know his 
responsibilities and liabilities under the law, We 
should further review our documents and methods 
of operation to protect the architect from unwar- 
ranted liability and responsibility. 


all that is necessary to practice 


Big office goof, is small office gain. 
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| wish | were as smart today as | will be tomorrow. 


SEE YOU 


AT THE---- 


ANNUAL MEETING 
ARCHITECTS DAY 


MUEHLEBACH HOTEL 


HOLD THIS DATE OPEN. 


APRIL 30, 1961 


KANSAS CITY, MISSOURI 
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| know you got lots of publicity, but did you get a good building? 
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Paid “Public Relations” is no substitute for performance. 


CHASSAING LIGHTING, INC. 


7601 FORSYTH BLVD. © CLAYTON 5, MISSOURI € PHONE: PARKVIEW 5-8888 


BROOKS CHASSAING - JOSEPH E. CHASSAING 


REPRESENTING: 


THE ART METAL CO. R.A. MANNING CO. INC. THE EDWIN F. GUTH CO. 
CLEVELAND SHEBOYGAN, WISC. ST. LOUIS, MISSOURI 


ALTON BRICK COMPANY 


"Better for less with brick" 


Mission 7-5350 HOward 5--3531 


To Keep Brick and Concrete Block Walls 
DRY and CLEAN 
Treat with Crystal Silicone Water Repellent 


WURDACK CHEMICAL COMPANY 
4977 Fyler St. Louis 39, Mo. 
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ІМ КЕТКО5РЕСТ 


The Missouri Architect is principally intended to be, of, for, and by 
those who practice within its borders. 


Its major purpose has been to raise the level of knowledge essen- 
tial to a desirable practice. 


In the pursuit of this objective it has sought to fulfill о great need 
by recognizing major problems and suggesting approaches to their sol- 
ution. 


It has sought to concentrate itself upon those matters which are pec- 
uliar to Missouri. 


It has not tried to emulate the ‘picture magazines’’. It has not been 


considered as a place for self aggrandizement of a "chosen few”. 
It has been devoted to: 
The profession as a whole. 


The improvement of its relations with ‘Architectural Engineers". 


The development of a proper knowledge of, and attitude toward, the 
Registration Law. 


The recognition of our dependence upon others and theirs upon us. 
Public recognition. 


Our true ‘‘status’’. 


The Missouri Architect has not been of, for, or by "Angels". It has 
sought to be a journal, sincerely dedicated to the improvement of our 
professional "stature". 


А journal that ignores these matters becomes, just another paper. 
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РІСК А MODULE 
PICK A SIDE 
PICK A BOTTOM 


New Guth Slimlux Surface modules 
offer one of the most complete, most 
versatile selection of lighting fix- 
tures for ''on-ceiling" applications. 
Call your Guth representative for 
the big Slimlux module story. 


Eastern Missouri: CHASSAING LIGHTING 
Clayton 5, Missouri 
Phone: PA, 5-8888 


In Western Missouri: ROGER BESSMER 
Independence, Missouri 


Phone: CL. 2-9148 


в 
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Use Terminix Consultation 
for 


Termite Protection 


Nation-wide termite consultation service available to all Archi- 
tects and Contractors. 


We can show you how to build against termite infestation and 
prepare termite protection plans for new construction or erected 
buildings. 


Terminix Division is a part of E. L. Bruce Co., World's Largest 
Manufacturers of Hardwood Flooring. 


TERMINIX CO. OF KANSAS CITY BRUCE TERMINIX, INC. 


3907 Broadway 4227 Watson 
Phone—Westport 1-6262 Phone—Mission 7-1811 
Kansas City 11, Missouri St. Louis 9, Missouri 


GRANCO STRUCTUR- 
TUFCOR® COFAR® ROOF DECK ACOUSTIC GRANCO GUARD RAIL 


VIN-COR: Most of the galvanized products above are available in Granco VIN-COR—a corrosion- 
resistant vinyl coating available in a variety of colors for commercial and industrial applications, 


б) авансо Pmopvers (GRANC 


Our catalogs are filed in Sweet's! 


HEAVY-DUTY 
CORRUFORM® 


STANDARD 
CORRUFORM® 


“St 


jay in Place” 
BRIDGE FORMS 


DISTRICT OFFICES: Kansas City 14 St. Louis 5 
15 West Gregory 7530 Forsyth, 308 Lyle Bldg. Subsidiary of Granite City Steel Co. 
Phone: EMerson 3-2411 Phone: PArkview 1-5854 Granto Distributors іп 
HOME OFFICE: 6506 North Broadway, St. Lovis 15, Missouri More Than 100 Principal Cities 
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You're in Good Company When You Specify 


Movable Partitions 


Mova-wall's outstanding characteristics of economy and versatility are making 
it the choice of leading architects. 


Here are a few recent installations: 


Atomic Energy Commission Monsanto Chemical Co. Lee Rubber & Tire Corp. 
Hartford, Connecticut St. Louis, Missouri Conshohocken, Penna. 
Boeing Aircraft International Shoe Co. Hertz Rent-A-Car 
Wichita, Kansas St. Louis, Missouri Phoenix, Arizona 
Dictaphone Corporation Johns Hopkins Hospital Pillsbury Mills 
Concord, New Hampshire Baltimore, Maryland Louisville, Kentucky 
Duke University Southwestern Bell Telephone Schlitz Brewing Company 
Durham, North Carolina St. Louis, Missouri Tampa, Florida 


Get the facts on how Mova-wall’s simplicity of design and fewer parts result in lower costs. 
Discover Mova-wall's versatility... any color or finish is available... or partitions may 
be painted after installation to harmonize with existing color schemes! Call or write today! 


Manufactured and distributed 
nationally by 


COMPANY, Inc. 


ST. LOUIS 3, MO. KANSAS CITY 30, MO. WICHITA 2, KANSAS 
2814 Locust Street 3007 E. 85th St. 125 North Mosley 
FRanklin 1-1776 EMerson 3-1385 AMherst 5-3186 
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STEEL FABRICATION 


SERVICE BUILDERS APPRECIATE 


QUALITY THAT'S A CREDIT TO THE 
ARCHITECT'S REPUTATION 


DELONG'S Ld 


SC PG LS | ГІ. СТІ ТТІ 
————À clle parc qq 


LONGSPAN STEEL JOISTS 


Fabricated to quality standards with service that can save you 
time on almost any project. 


DeLong's, Inc. is a recognized source for quality materials іп: 


Longspan Steel Joists Steel Roof Deck 

Structural Steel Steel Doors & Frames 
Ornamental & Miscellaneous Metals Chain Link Fence 

Steel Bar Joists Steel & Aluminum Windows 
Reinforcing Steel & Mesh Fol-Doors 


Send specifications for estimates without obligation. 


Drop us a card for catalog, showing various sizes and types of 
construction on Longspan Joists. 


DELONG'S, INC. 


Steel Fabricators 
Dix Road & Industrial Drive 
Jefferson City, Missouri 


Phone 5-6121 


Ому GENUINE LATH ano PLASTER 


Lath and Plaster provides 
maximum fire protection. 


Lath and Plaster provides 


$ m a ^ i » £ zh itu ied RN ..is easy to 
FOR COMMERCIAL USE 


Lath and Plaster helps keep 
buildings warm in winter, 
cool in summer. 


INCREASES VALUE 


Lath and Plaster increases 
the value of a building... 
requires less maintenance 
...depreciates less through 
the years. 


IA 


There is 


NO SUBSTITUTE 


for genuine lath and plaster 


For complete information about the advantages of 
lath and plaster in all types of construction, contact : 


ST. LOUIS LATHING AND PLASTERING 
INDUSTRY COUNCIL 


4903 DELMAR BOULEVARD ST. LOUIS 8, MISSOURI 


LEO J. KOHAUS 


3512 Chouteau Ave. 
St. Louis 3, Mo. 
Telephone MOhawk 4-8000 


District Representative for 


USONA MANUFACTURING CO. 


St. Lovis, Mo. 


Architectural and Ornamental Metalwork in 
Bronze, Aluminum, Iron. 


also representing manufacturers of 


LIGHTING EQUIPMENT 


of ail kinds, for any type of project. Catalogs and other 
information will be promptly furnished upon request. 


VS 918A MFC.CO. 


3512-26 CHOUTEAU AVENUE 


ST. LOUIS 3, MO. 


MANUFACTURERS OF 


BRONZE FOUNDRY 
ALUMINUM PLATING 
IRON CADMIUM 
WIRE WORK ALUMILITING 
STAINLESS STEEL NICKEL 
FLAG POLES CHROME 


PLAQUES — TABLETS 
ARCHITECTURAL METALS 


FOR REFERENCE SEE NATIONAL ASSOCIATION HANDBOOK 
PHONE MO. 4-8000 


NOVEMBER, 1960 19 


Shopping Center ot 63rd & Troost, J. C. Nichols Company, Owner & Builder 
Edward W. Tanner & Associates, Architects, Pfhul & Stevson, Engineers 


Prestressed 
Heaydite Concrete 
Structural Members 


The kiosks of the new Shopping Center at 63rd and Troost, 
contain approximately 25,000 square feet of 50-0” prestressed 
haydite concrete double T roof slabs supported on prestressed 
haydite beams. 


This is another example of fast, durable, economical and attrac- 
tive construction with precast, prestressed Haydite concrete 
structural members. 


i you would like төге ETE AN NCESEXIENES 


f ti bout T 
ee and аи sed CARTER-WATERS 
Haydite Concrete, call 8 MISSOURI 

2440 Pennway GRand 1-2470 


Double Inverted Channel 
Tee Beams Tee Beams Slabs 


MISSOURI ARCHITECT 


4 Greatest Quality - Lowest Cost E 
/ Мо Mesh or Expansion Joints Necessary : 
% M by ГА % % 2 
hour ceiling at lowest cost with 


Zonolite Plaster and Zonolite Acoustical Plastic 


ZONOLITE SYSTEMS 
PROVIDE 


* Lightweight, insulated fireproof decks at 
lowest cost. 


with Zonolite Masonry Fill 


Insulate Masonry walls 


T 


ZONOLITE IS A STABLE MATERIAL 


Мо mesh or expansion joints required. 


Ф Elimination of condensation on underside 
of roof deck. 


Ф Four hour ceiling with 65% noise reduction. 


* Weight of system—10 165/54. ft. deadload 
(plus joists). 


All 


NOTE: To reduce heat loss by 50% fill cores 
of blocks with Zonolite Masonry Fill 
Insulation. 


To reduce condensation and 
provide warm, dry floors— 


Use Zonolite Insulating Concrete 


~ n DUDEN ECCLE ER AP ACIE Y RR PR EP ақылы: — T 

еа 1777224 Concrete Slab with Mesh 5777 suin" 

4 2:3“ Lonolite Concrete 
4 . 

77,8% Moisture Barrier 


cmi 
3L! 
1705 Sulphur Ave. 515 Madison Ave. 


$t. Lovis Kansas City 
Mission 5-8786 Victor 2-0503 


Zonolite Company 


Missouri Жәесісіше of Ragistered Architects 


210 Monroe St. 
Jefferson City, Missouri 
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